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j LAST—a business magazine that sees the world 
L through the eyes of managers of smaller companies. 
A magazine designed specifically to help these exec- 
'. utives deal with the complex problems of running a 
small to mid-sized business without getting stepped on by the 
behemoths, big government, big business and big labor. ■ 

And to help them cash in bn the opportunities for enormous 
growth and profit that so often are the payoff for making a 
smaller company work. 

Its_ Inc., the lively, stimulating, fast-paced, authoritative 
magazine that provides the timely, reliable information you 
need to keep up with the developments that affect your 
business and your interests. But Inc.’s overriding priority is 
to give you working knowledge of specialized areas and by 
so doing, help you compensate for the fact that you can’t 
summon forth bundles of cash or battalions of specialists to 
solve the problems you confront. If your situation requires 
you to be expert in virtually all phases of running a business, 
I nc, will be indispensable to you. 

Our editorial people —skilled professionals who know how 
to recognize and dig out important stories and report them 
with style and clarity — came from the big-business press. 

But they share Inc.’s objectives: 

□ To provide practical "how to” information on all aspects of 
small company management, the kind of information you’d 
have to consult high-priced specialists —or sit through 
endless seminars—to acquire. 


□ To pass along the experiences of smaller'company managers— 
and show how they solve problems, plan for growth, control 
and operate their companies and maximize profits. 

□ To search out, report and interpret events that affect small 
to mid-sized companies —events in government, the world, 
the financial community, labor, big business, the universities, 
wherever developments have implications for you and 
your business. 

□ To establish Inc. as a platform from which to fight 
against legislation and regulation that adversely affect 
smaller companies and to help restore the sort of climate 
that stimulates growth, frees capital and enables 
smaller companies to contribute more fully to society. 

The result is a valuable new magazine that fills a real 
need —a need that up to now, has not been filled by the 
conventional big business media, whose concerns seldom 
extend to the problems and opportunities faced by 
smaller companies. 

Preferred Subscription Offer 

Tojudge Inc. for yourself, check out the Special 
Subscription offer explained on the back of this brochure. 

It’s your chance to try out Inc. at a discount of 1 /3 off the 
regular price and save $6. 


Lively, stimulating, authoritative...the first and 
only magazine designed specifically to help managers 
of smaller companies operate more effectively 
...and profitably! 



FUEL FOR ACTION, NOT JUST FOOD FOR THOUGHT 



































Every month in Inc ...provocative, instructive 
and highly readable articles such as these: 


■ How to attract the best people—without having to outbid 
your competitors 

■ 5 everyday decisions you shouldn't make without your 
accountant’s help 

■ 7 ways to streamline inventory control 

■ Data vs. word processing—why you may need both, and 
how to tie them together 

■ Patent infringement: litigate or negotiate? 

■ Why a command of banker’s lingo is important to your 
financial negotiations 

■ How to use market research to pinpoint sales and profits 

■ 8 simple ways to bring the cash in faster 

■ How to borrow from your pension—and pay yourself the 
interest! 

■ “How we turned a product recall into a successful new 
marketing thrust” 

■ Why a trademark will save you expensive trouble 

■ 6 ways to raise money you’ve probably overlooked 

■ A scorecard of reliable and reasonable alarm systems 

■ Acquisition: when a company is ripe for the plucking 

■ “How I stopped chronic pilfering of the goods we ship” 

■ A demanding questionnaire your pension fund manager 
should answer up front 

■ Should you consider a tax-protected DISC to build your 
export potential? 

■ How to cash in on your cash balances 

■ Appraising your company’s value—a checklist for buyers 
and sellers 

■ "How we use our customers to plan our next profit center” 

■ 10 sure-fire ways to evaluate job candidates 

■ How to cut print advertising costs without cutting results 

■ “5 new tools we found to keep our sales people motivated” 

■ How to tell whether your ad agency is doing a selling job on 
your customers—or only on you 

■ “Bankruptcy—how the ’Z factor’ worked for us” 

■ The morning before your IRS audit—8 simple tips you can 
use to prepare your counterattack 

■ Relocation—how to establish your own farsighted plan 



■ Travel and entertainment: inoffensive procedures you can 
use to control spending 

■ Venture capital: who gets it, and why? 

■ How to fire someone successfully 

■ Bursting seams? How-to expansion advice for fast-growing 
companies 

■ How to allocate (and conserve) your scarcest resource—time 

■ Selling receivables for quick cash—4 basic methods 

■ “How we persuaded our bank to release pledged assets” 

■ Pricing new products—an expert’s suggestions for homework 

■ The New Finance: think high-yield debt, not equity 

■ “How we went public but stayed private—and stayed happy” 

■ Computer security: procedures you can use now to protect 
your valuable information 

■ Which calls to make first when the bank calls your loan 

PLUS regular departments that cover these topics: 

Business Law... Tax Matters... Forum... Personal Finance... 
Economic Issues... Entrepreneurs and Innovations... 
Government Actions... Small Business News... Management 
Strategy... Financial Control... Sales and Marketing... 
Personnel Development ...Small Company Investment... 

Who’s Going Public...Executive Health and Fitness... 
Important Books... Using New Office Technology. 

















































































































Special Introductory 
Offer: 

Subscribe now at a discount of 
V 3 off the regular price...and 
save $6! 


What your 
peers are saying 
about Inc 

"Well-conceived, well-written and well 
worth a businessman’s reading.” 

JAMES B. STRENSKI. CHAIRMAN. 
PUBLIC COMMUNICATIONS INC.. CHICAGO. IL 


“excellent...am never disappointed!" 

MICHAEL CHESROWN. PRESIDENT 
FITNESS EQUIPMENT. INC.. MILWAUKEE. Wl 


^ A Fhy not try out Inc. and judge it for yourself? 
Ill J No need to send payment now —we’ll bill. Just fill 
\i \J in the coupon below and return it in the postage- 
V lfpaid reply envelope (or use the separate order card). 
We’ll start your subscription and bill you at the special rate 
of just $12 for 12 monthly issues—a discount of 1/3 off the 
regular price. And you’ll always have this option: 

The Inc. Guarantee: At any time during your subscription, 
for any reason, you may ask for —and receive —an immediate, 
unquestioned refund of your fdl] amount. Not a partial refund 
—100% of your subscription price! 


...fills a gaping hole.” 


TOM FARLEY. ACCOUNT EXECUTIVE. 
AITKIN-KYNETT. PHILADELPHIA. PA 


“Best I’ve ever seen, and certainly needed.” 

E.E. FURRY. PRESIDENT. 
INDIANA MOTOR BUS COMPANY, SOUTH BEND, IN 


“... easy to scan quickly and digest topics 
of interest.” 

RICHARD J. SCHWEITZER. VICE PRESIDENT. 
RAYCOMM INDUSTRIES. FREEHOLD. NJ 


...sensitive to the needs of small business.” 

TOM C. DREWES, PRESIDENT. 
QUALITY BOOKS. INC.. NORTHBROOK. IL 


Subscription Order Form 


“I found virtually all the information pertinent 
to either my professional or personal life." 

JOHN W. GAY. 

CUSTOM PACKAGE STORES. INC.. SAN RAFAEL. CA 


e LEASE ENROLL ME as a Preferred Subscriber to Inc. 
Start my subscription and bill me at the special 
roductory rate of just $12 for 12 monthly issues — 
a discount of 1/3 off the regular price. 

□ bill me □ BILL MY COMPANY 
j] I PREFER TO ENCLOSE PAYMENT 

NAME_TITLE _ 

COMPANY ____ 

ADDRESS □ COMPANY □ HOME 


CITY 


STATE 


ZIP_ 



Save $6...a discount 
of 1/3 off the regular 
price...when you 
become a Preferred 
Subscriber to Inc. 


Just fill in this coupon, clip it out and return it in the 
postage-paid reply envelope — or use the separate order 
card enclosed. Inc. Box 2540, Boulder, CO 803Z2 


“ ...easy to read and extremely well written." 

DENNIS W. KUNIAN. 
KK&M INC.. BOSTON. MA 

“I would like to mail it to all my small 
business clients... ” 

JOHN CHERIN, MIAMI. FL 



FUEL FOR ACTION, NOT JUST FOOD FOR THOUGHT 
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IIX. 

38 Commercial Wharf 
Boston, Massachusetts 02110 


It’s a tall order— running a smaller company like 
yours in a business economy dominated by giants. 

But now there’s help you never had before. Now 
there’s Inc. Magazine—to counsel you with expert 
advice and equip you with the management skills 
you need to show the most formidable giants and 
ferocious competitors who they’re really up against. 


You’re invited to start your trial subscription to 
Inc. Magazine now at a special privileged price. 


copy rate. Benefit from an unusual money-back 
guarantee, too. 



Dear Fearless Leader: 

Congratulations! You have the combination of talent, determination, 
shrewdness, and sheer courage that it takes to run a smaller company in 
today’s big-business dominated economy. A less spirited soul than you 
might prefer the safety and security (and attendant boredom) of working 
for a larger company. 

But—wouldn’t it be good if you could breathe just a bit easier? 

Worry a little less about dealing with all the ins and outs of finance, 
marketing, personnel, legal and regulatory matters—and concentrate more 
on building your company’s strengths . . . outmaneuvering the competition . . . 
planning your strategy for continued growth and profitability. 

Good news! Now Inc. Magazine is here to help you cope more effec¬ 
tively and more certainly with all the questions and complexities of 
running a company the size of yours. It’s the first major business 
i-^n rerngni 2 p_. a tall—order it is ta manage a smaller 

company . . . and to fully equip you to get the job done. 

To get our job done, we’ve enlisted the talents of 
some of the nation’s keenest, most knowledgeable and 
experienced business journalists—plus a roster of 
the country’s top consultants to management, and 
business specialists. 

Inc. is sharply written. Solidly researched. Brilliantly edited. 
Boldly designed. Alive with color and printed on quality paper. Yet 
for all this, the next twelve monthly issues are yours for a mere $12! 

Why a magazine like Inc. ? 

Quite simply, the other major business magazines aren’t geared to 


(over, please) 


















give you the "how-to" ideas and the "hands-on" information that you need 
to do an even better job of running a small to medium-sized company. 

What Inc, does for you is pull all the pieces 

together. Inc, covers all the various management 

areas you get involved with — and among which you 

must strike a balance. 

The Chairman of ITT doesn’t need a magazine like Inc. He doesn’t delve 
into the nitty-gritty of sales, research, purchasing and personnel the way 
you might have to. The 47 vice-presidents of General Motors don’t need Inc. 
They don’t divide their time among finance, production, community relations, 
marketing, inventory control, cash management, plant security. . . 

Unfortunately, with all your responsibilities, you can’t push a button 
the way they can to summon an army of experts to bail you out. You don’t 
have the troops. Nor can you keep a retinue of high-priced consultants on 
retainer. And, generally, you don’t have access to the caliber of legal, 
financial, marketing, and other services that larger companies take for 
granted. 

The burden of getting things done rests squarely on your shoulders . 

You can’t pass the buck—and you’re not the type who would if he could. 

But you can— and you should— consider letting Inc. lift some of the load 
from your shoulders. 

Of all the major business magazines, Inc. and Inc, alone would give 
you even an inkling of . . . 

•how to unlock your company’s hidden cash—dollars tied up 
in receivables, inventories, owned assets 

• how to get what you pay for when you hire consultants 

• what you can do now to reduce energy use 

• relocating your company . . . what local governments can do for 
you in the way of tax abatements and other incentives 

• why Uncle Sam is so eager to get you to export . . . and how to 
get him to help you 

• what a word processor can do for your paperwork 

•how to go public but stay private (by selling public debt) 

• how to buy your first computer . . . and whether to buy your 
first computer (many firms which think they need one don’t) 

• how to put the brakes on runaway car expenses 

• how to protect trade secrets before an employee leaves 

•new sophisticated electronic devices that can slash your bill 
with Ma Bell by up to 40% 

•acquisitions: twelve signs that an owner may be ready to sell 

• two big ways to benefit from falling asset values on your 
balance sheet 




















• how to borrow funds at below-prime for installing pollution 
control equipment 

• how not to ask a banker for a loan . . . and how to ask again 

• how new tax laws make it more attractive to renovate an old 
factory rather than building from scratch 

•what you should ask yourself before you take on another entre¬ 
preneur as a partner 

Inc, can show you what to do when things get tough: When a giant 
invades your territory with lower prices. When you have to go back to your 
backers and explain why you need more cash. When another company infringes 
on your patents. When a union organizer shows up at the front door. And 
the OSHA inspector arrives at the back. When a key customer won’t—or 
can’t—pay on time. When someone you don’t like tries to buy your company 


With Inc. , you can take on the giants head-on . . . and win. Line up 
sources of fresh capital — before you need the cash. Attract the best 
brains to your company—without outbidding the competition. Keep your 
staff healthy, happy, and motivated. Get your suppliers to carry some of 
the inventory burden for you. Get help from OSHA—without fear of penalty 

The editorial thrust of Inc, is unique. Instead of paint¬ 
ing the broad management picture for those who run large 
corporations, Inc, zeroes in on the shirt-sleeve specifics 
of running a company the size of yours! 

Thinking about going public ? Get an investment banker’s advice on 
choosing the underwriter best suited to your company and the offering you 
want to make. 

Need to increase the productivity of your plant ? Listen as a leading 
management consultant details his back-to-basics method for spotting the 
causes of a productivity decline. 

Are you in a bind about how to reward merit when inflation is pushing 

cost of living raises so high ? Learn how the president of a $3.5 million 
Seattle firm approaches the problem. 

This is the kind of help you get every month with Inc. ! And with all 
this, Inc. does something else you’ll appreciate. Inc, takes you around 
and introduces you to some of the savviest small company entrepreneurs in 
America today. In the pages of Inc. , you meet people like: 

Mike Markkula, 36-year-old chairman of Apple Computer. It 
wasn’t enough to come up with a product breakthrough, 

(in personal computers). He had to run his company like 
a $100 million operation right from the start. Jack Barry, 
whose marketing wizardry lubricated sales of WD-40 by 1600% 
in just ten years. His strategy was to diversify the uses 
of the product, not the product itself. Peter Sprague, 
who’s rushed in—to National Semiconductor, Advent, Aston 
Martin—where others feared to tread. What he apparently 
























does is make trouble for himself, then see how he can 
find his way out of it. 


You meet a CEO who survived bankruptcy without liquidating his company. 
His advice: Talk candidly to your creditors long before receivership becomes 
a possibility. The president of a commercial and industrial hose manufac¬ 
turing firm who found that independent management can thrive where even a 
conglomerate lost money. A CEO whose company was thrown into disarray by 
explosive growth. Now he knows that effective planning demands teamwork. 

As you meet these entrepreneurs and read about their experiences, their 
successes, and their mistakes, you learn a lot about your own business. What 
you T re doing right. What you may be doing wrong. What you might consider 
doing next. 


Our trial offer 


Obviously, what I hope you’ll do next is to start your Introductory 
Subscription to Inc. Magazine and judge for yourself just how useful it 
can be. 

Simply return the enclosed Acceptance Card in the postpaid reply 
envelope and we’ll enter your Introductory Subscription at the special 
privileged price of twelve monthly issues for just $12—a 50% savings 
off the single-copy rate. 


We’re certain you’ll find Inc, intelligent, imaginative, 
informative, and useful . But if we’re wrong, and Inc. 
isn’t what you want and what you need, you may write at 
any time during the next year to ask for a full refund 
of your subscription payment — your entire $12 back, 
not just some! 


Only so many new subscribers can be accommodated at this special intro¬ 
ductory price. So do return the Acceptance Card today. We’ll be glad to 
bill you later! 



Sean Withrow 
Circulation Director 
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